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Getting Started

About DGP Online

DGP Online is a user-friendly system designed to help sales teams follow-up with their
customers and sell more vehicles. DGP Online allows users to deliver automated emails,
mailings, marketing reports, prospect lists, call reminders, sales team statistics and much, much
more.

DGP Online ties in the simplicity and effectiveness of the sales planners that Daily Gameplan
has produced for years with the efficiency of an online CRM system. Most CRM systems on the
market today are very expensive and cumbersome, but with DGP Online, the transition
between high-tech and low-tech results in an easy-to-use, dealership focused, and inexpensive
program that can, with proper usage, generate great results for your dealership.

DGP Online allows much more personalization and customization than with virtually every
other CRM on the market. When DGP Online is used correctly, you can expect to bring back
customers, set more appointments, and generate more sales.

This DGP Online User Guide outlines the steps you will need to effectively implement the
system with your sales team. And, as with any of our products, if you have any additional
guestions or concerns please feel free to call our team directly at 1.888.330.6006 Monday
through Friday 6:00 a.m. - 5:00 p.m. Mountain Standard Time. We will be more than happy to
assist you with your specific needs.

Thank you for choosing DGP Online sales and follow-up systems. We sincerely appreciate your
business, feedback and referrals.

/

Scott Bergeron, President
Daily Gameplan, Inc.
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Quick Start-Up Guide

Setting Up Your Dealership Settings

1.) Go to new.dailygameplanonline.com and add the website to favorites.
2.) Login your username and password.
3.) Go to DEALER UPDATES >DEALERSHIP SETTINGS>VEHICLE MAKES and default your
primary vehicle for your dealership. Click EDIT. Check the DEFAULT box. Click UPDATE.
4.) Go to DEALER UPDATES>MANAGE>USERS. Enter in all salespeople and assign them user
names and passwords.
P The username you assign your sales team cannot change, so please choose
your usernames carefully. We suggest either first initial and last name or a full
first and last name. Usernames should be more than six characters in length.
We also strongly suggest keeping both username and password in lowercase
since the system is case sensitive.
B The passwords that are assigned can be changed at any time during your
subscription to DGP Online.
B There are three levels of security in DGP Online. When creating users, please
aSt SO0 GKS Y2al FLIWINRLNARFGS aNRESe F2NJ
Salesperson = This individual only has access to their data, reports, the
ability to print letters, send emails, and print call reminder lists.
LYRAGARdzZ fyRYSE SBYRB2ILIDS@Et adzLd O2dzy i€
will also appear on the home page of your DGP Online system.
Manager=! ft 42 (y2¢6y | & GKS a{SttAy3a al yl:
full access to all components of the system, including contact schedules,
useNJ S0 dzLd LINAGAE S3ISa FyR | 0O0Saa G2 24
dal y I 3 S NEalsoth&vdtieit statisticd irfcluded on the home page.
InfoManager = This level of security will give you access to virtually all
aspects of the system and will not show as a salesperson on the
homepage.
P Go to the home page and check to see that all your salespeople are listed on the
home page correctly.
5.) Go to DEALER UPDATES>MANAGE>GOALS. EnterA Y RA @A Rdzl € &l f SaL)S2 LJX S
month. Click Edit to change salespersoy’ Qa F2NB OF aid F2NJ SAGKSNI LINZ
6.) Go to DEALER UPDATES>DEALER SETTINGS>SALES STATS to edit Demo, Sales, T.O. to
Manager, UPs and Write-ups forecasted for the entire dealership. These statistics
appear on your homepage and do not change unless you change them.
7.) Go to CONTACT SCHEDULES>MANAGE PROGRAMS. These are all your contact
programs and the page where you can make programs inactive, edit, or add a new
program.
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B To make a program inactive simply click DELETE next to the program you want to
make inactive. If you wish to reactivate the program, got to CONTACT
SCHEDULES>ACTIVATE PROGRAMS.

P To make a program the default program, click EDIT, then check the box next to
Default.

» To make a new program fill in required fields in the CREATE NEW PROGRAM box
and hit CREATE.

Your Day-to-Day Routine

1.) The first thing the Information Manager or Manager should do daily is to make certain
that all customer and prospect information is loaded into the system.

2.) The Information Manager or Manager is also going to need to send scheduled emails
daily. Go to the bottom of the homepage > SEND SCHEDULED EMAILS. You can decide if
your Salespeople, the Manager or the Information Manager should be responsible for
sending emails out. Make clear who will be sending out these e-mails.

3.) Print out letters and pass them out to salespeople. To print:

P Go to bottom of the homepage>SEND LETTERS>PRINT LETTERS ICON>PRINT
LETTERS>PRINT. The letters should then print. After you have printed these
letters close out of the PDF letter box and hit BACK next to the Print Letters link.
Then REPRINT LETTERS OR POST AS SENT. Next to the salesperson@name
whose letters have been sent click PRINT SENT LETTERS TO CONTACT LOG. If
there has been an issue printing click the same button REPRINT LETTERS OR
POST AS SENT before you post letters as sent.

4.) Print out the call list and pass them out to your salespeople. Go to the bottom of the
homepage>PRINT CALL LIST.

5.) It is advised the Information Manager or Manager prints out customer and prospect
reports and hands these out to salespeople to make sure there are no additional
updates.

*Feel free to use the demo site at any time by logging into
new.dailygameplanonline.com with:

Username: manager
Password: scott

5|Page



DGP Online User Guide

Access DGP Online

P By now you have spoken with a staff member from DGP Online and received a
username and password.

P To access DGP Online simply enter the following address into your internet browser:
new.dailygameplanonline.com. It is highly recommended that this address is added to
your favorites or set as your home page.

‘€ Home - Windows Internet Explorer provided by Yahoo!

@ @ 4 [:ﬁ http://new.dailygameplanonline. com/default.aspx ﬂ @ 4y

File Edt View Favorites _lools [;_ig!p

x Y7 - @~ |web Search «» [Z» Bookmarks= [ Settings + | EMail ~ My vaho

» Login your username and @ :
password and click LOG IN. If MDAILY
GAME

you have forgotten your

username password simply
click on the Forgot your

User Name:

Password? If you have

Password:

forgotten your username

please contact us directly and

our staff will be happy to assist

you.

» . 2dz Oty faz2 | 00Saa ¢KS 5FAfte& DFYSLILlyYyQa

manager and password scott. g
g P HEDAJLY
You will recognize you are in the GAMEPLAN
demO Site and not your HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
~ A A - Icome to Daily Gameplan's Demo Site
RS f S btk fedausdhee —
. Dealership Sales Statistics Forecast Actual = Track "":,'n‘i““ R:/toio
top will read Welcome Test. You | S ——
are welcome to utilize this demo  |unew G = 6] ] e
T.0. to manager 75 21 36 48% 64%
site to become more familiar sos s 2 m ew ew
with the online system. S e R e e S R ﬁ'i;ﬁ
Jake Bergeron 65 11 19 29% 18 8.0 14 78% 73%
Nathan Bergeron 34 13 22 65% 11 6.0 10 91% 46%
Nicole Bergeron 30 9 16 53% 12 8.0 14 117% 89%
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P The first page that will appear as soon as you have logged into the system will include

information YR 32 f Q& NB I NRA Y 3swelleSndivdsat £ SNB KA LI |
salespeople.

Enter Dealership Information

Manage Dealership Vehicle Makes [DEALER UPDATES | CONTACT SCHEDULES LOGOUT
1 MANAGE 4
I Go to DEALER UPDATES then EXPORT LIST TO EXCEL b

DEALERSHIP SETTINGS and : DEALERSHIP SETTINGS 4 VEHICLE MAKES ["5

MAILING LIST 4 ‘ SOURCES
then VEHICLE MAKES. ‘ RArSRrATS i
Phone Number \ .
(606) 123-4567 \ TEAMS I

B The system is preset with models and makes in which the particular dealership can

then edit. To make any of these makes inactive simply click Edit, uncheck the Active
box and click Update when finished.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES C

¥ehicle Make Action‘s/
AC Cobra Edit
Acura Edit
Alfa Romeo Edit
AMC Edit

B To make a particular vehicle make the
default simply click Edit then check the
Default box and click Update when Add Dealership Sources
finished. If you own a Chevrolet yehicle Make Ag cobrd
. Default E
dealership for example your default 23
should be Chevrolet.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS

Active ivi

[ Update ][ List ]
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Entering New Users

P Go to DEALER

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

U PDATES then ‘ Name. Actions \
Jake Bergeron Create Prospect (v Edit Change ‘
MANAGE then Nathan Bergeron Create Prospect (v Edit Change 2 ‘
USERS, TO 1“).:0‘&‘ Bergeron Create Prospect (¥ Edit Change Password Retrieve Password ‘
Create a hew CREATE DEALERSHIP USER 4— _
. Role SalesPerson |¥
user on the site Team select 3 Team [¥
. o . First Name Enter Firstname
Slmply fl” In the Last Name Enter Lastname
required fields Phone [bos |
. Phone {606
d nd CI |Ck Email Enter Email
Username Enter Usemame
CREATE' Password
F When aSSIgnIng Verify Password i ]
Security Question
r'OleS for new Security Answer
dealership (Ccreare

users there are

three different levels of security. A SalesPerson is a salesperson working at your
dealership. An InfoManager oversees and has access to everything in the system. A
Manager also has access to the entire system; the only difference between a Manager
and an InfoManager is the Manager is someone who also sells vehicles and will have
their name and sales statistics listed on the front page.

B When filling out the contact information you can select to use the dealership contact
AYTF2NXYEGA2Y 2N) dzaS GKS al f SaLllSNdidacddQa Ay T2 N
where they want e-mails, letters, and phone calls to go directly in regards to each
particular user.

P The username selected must remain consistent. It is suggested to use a first name and

last name for each username so it will be easily remembered. (Employee numbers are
not suggested because they are easy to forget.) It is also advised to use all lower case
characters for both user names and passwords to avoid any issues logging in. DGP

Online is case sensitive.
P Fill in the security question and answer in case you cannot remember your username so
our staff can securely assist you in a future retrieval.
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Editing User Information

<

EDIT DEALERSHIP USER <
Role SalesPerson v
Team Scott's Team B |v|

Username [JakeB

First Name lJake

Last Name |E|ergemn

Email |jake@scoﬁsautoworld.com
Is Active

Making a User Inactive

[ 2 You can edit the information of

your current users by clicking the EDIT link next

toanA Y RA @A Rdzl f Q &enydit 3 @

contact information as well as make this

salesperson active or inactive.

B You have the ability to make a user inactive by un-checking the Is Active link next to

GKI @

AYRAQGARMZ f Qa

VIEYSo

P Deleting a User. Go to DEALER UPDATES>MANAGE>USERS, then click delete next to

the salesperson. ALJ: 3 S

gAtt |

LILIST NJ GKI G

gAtt

prospects and customers to other salespeople at the dealership. You can check all, or

select specific salespeople to take over these prospects and customers. Any

prospects or customers that have another salesperson will be automatically

redistributed to that salesperson first. All other prospects and customers will be split

evenly and randomly among the salespeople that you select. Finish by clicking

Delete. Once you take this action an Orphan Letter and Email will be distributed

informing customers of the salesperson who will be assisting them from this point

forward.

9|Page
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Manage Goals

» Go to DEALER [DEALER UPDATES] CONTACT SCHEDULES LOGOUT -
UPDATES then ‘ MANAGE b { USERS ‘
| EXPORT LIST TO EXCEL b | GOALS 1
MANAGE and then | DEALERSHIP SETTINGS 4 PDFs for EMAIL [/\\3
GOALS. ( MAILING LIST » SECURITY »
AR wun RLECUISREINEES fwld RS
Salesperson Name Prospect Goal Sales Goal Actions
Cliff Long 40 10 Edit
Jake Bergeron 45 13 Edit
Mathan Bergeron 35 10 Edit
Micole Bergeron 30 10 Edit
Scott Bergeron 40 10 Edit
test test 40 10 Edit

P Here you can enter the desired number of UPs (Unsold Prospects) as well as sales
goals for each salesperson in each month. Go to the EDIT button next to the specific
al f S&LJS NE 2 ghfecthe fleldsfefated to/PRospect Goals and Sales Goals,
then click UPDATE when finished. When you are done you can click LIST to see all

salespeople and their goals.
Manage Sales Statistics

P Go to DEALER UPDATES then
DEALERSHIP SETTINGS and then
SALES STATS.

S |DEALER UPDATES | CONTACT SCHEDULES LOGOUT

MANAGE

EXPORT LIST TO EXCEL
DEALERSHIP SETTINGS

MAILING LIST

s

|

Edit |
Edit |

VEHICLE MAKES ‘
SOURCES \
[
SALES STATS I [
\

N

TEAMS

P Here you can manage the goals for the entire dealership relating to Demos, Sales, T.O.

to Manager, UPs, and Write-Ups.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

Sales Statistics
Demo

Sales

T.0. to manager

UPs

Write Up

Actions
Edit
Edit
Edit
Edit
Edit
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Contact Schedules

» The Daily Gameplan has pre-written over twenty different contact schedules for your
dealership use. You have the ability to edit these letters, e-mails, and call referrals at
any point in time as well as delete or add additional contact schedules. Our pre-written

contact schedules are included in English as well as Spanish.

Manage Contact Schedules

P Go to CONTACT SCHEDULES then to

5 [CONTACT SCHEDULES | LOGOUT

3

MANAGE PROGRAMS [
ACTIVATE PROGRAMS

MANAGE PROGRAMS. There are already contact
RS schedules set up for you to use which you can
either use as is, edit and use, or simply delete if

you feel it does not relate to your dealership at any point in time.

P If you do not want to use a whole schedule, for example you do not have 5 year leases,

then hit delete next to the program name.

Program Name Program Type
4 year program Prospect

5 Year Lease Customer

Credit Turndown Prospect

Do Mot Contact Customer

Do Mot Contact Prospect
B e SR B

Actions
Edit Delete Manage Steps
Edit Delete Manage Steps
Edit Delete Manage Steps
Edit  Delete
Edit

-di

Manage Steps

Manage Steps

£ PR L ] o,

I To personalize specific steps for each schedule click Manage Steps. Once you have
clicked manage steps you will see a list of steps. You can add any additional information
you choose to the letters, e-mails, or follow up phone calls. Always remember to click

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

Step Name
From Type
Contact Type
Contact Days
Subject

Message

EDIT PROGRAM STEP

S Year Lease - 1 Day Email

Salesperson (v |

O Letter @email O call

A quick note from [SalesPerson] at [Dealer]

Dear [Prospect],

I just wanted to take a minute to thank you for choosing your [Vehicle] from

[Dealer].

I also wanted to let you know that, as part of the [Dealer] team, I am
committed to making sure that you are completely satisfied.

So whether you need assistance setting up your first service visit, or you
have a friend or relative who needs help with their next vehicle purchase, I
am always here to help.

Thanks again for your business. v

You can use Yariables in the Message and Subject Fields. Real values will be substituted.

[Dealer] = Dealership Name
[SalesPerson] = Salesperson's Name (First Last)
[Prospect] = Prospect's Name (First Last)
[Vehicle] = Vehicle Name

[DealerPhone] = Dealer Phone

[SalesPhone] = Salesperson Phone
[SalesEmail] = Salesperson Email
[SalespersonTeam] = Salesperson Team

Save

Save to the program
when you are finished.

 You can also add

additional comments to
letters or e-mails before
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sending them out individually.

» If you want to create a new program of contact simply go to the box on the top of the
page and fill in the required fields.

CREATE PROGRAM

Program Name

Program Type Prospect Program yhl
Default O
Active

Pranram Name Pranram Tune fickinne

Activate Contact Schedules

 First go to CONTACT SCHEDULES then to :5 [CONTACT SCHEDULES | LOGOUT

ACTIVATE PROGRAMS. T MANAGE PROGRAMS J_
e

ACTIVATE PROGRAMS

I

»

» The programs you have de-activated are listed here. If you choose to re-activate any of
the schedules simply click the activate button next to the program.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOL

Program Name Program Type Actions

QOrig DGPOL Prospect Letter Prospect Activate
2 Year Lease Customer Activate
3 Year Lease Customer Activate
4 Year Lease Customer Activate
Customers Prospect Activate
Inbound Yehicle Prospect Activate
Mew Yehicle Decided Prospect Activate
Mew Vehicle Undecided Prospect Activate
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E-mails, Letters, and Calls

. 'EMAIL/LETTERS/CALLS | REPORTS

Bk There are two different ways to access the e-mail queue, call lists, appointments,

and letters. The first way is to go to the home page after you have logged in. On the
bottom there are three buttons that read SEND SCHEDULED E-MAILS, SEND
LETTERS, PRINT CALLS LIST and APPOINTMENTS.

— .

SEND SCHEDULED EMAILS SEND LETTERS PRINT CALLS LIST APPOINTMENTS

B The other way to access this page is to scroll to

ol . T

—
e

EMAIL QUEUE the horizontal menu bar at the top of the webpage and

CALL LIST .. click E-MAIL/LETTERS/CALLS and then select E-MAIL
PRINT LETTERS L QUEUE, PRINT LETTERS, CALL LIST, or APPOINTMENTS.
APPOINTMENTS \ j

2N

E-mail Queue

Bk (Follow the instructions under the E-mails, Letters, and Calls section above on the

bottom of page 12 and top of page 13 to access the e-mail queue). You will reach a page

with your salespeople listed with e-mails beneath each customer or prospect. You can

send e-mails by using the icon on left that reads send mail. You can also delete an e-mail

by clicking the delete icon. The program will confirm when you have sent an e-mail out.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

You can also add

more personal

= Salesperson: Bergeron, Nicole

2 Salesperson: Bergeron, Jake

Name Vehicle (Yr Make Model) Step Name

and customized

(B x Scott Faubel Saab 500 Sold Customer - S Day Email

greetings to
these e-mails

B = x Mark Fitz 2009 Scion xB Sold Customer - 1 Day Email

2009 Lincoln Navigator L Vehicle Selected - 5 Day Emall

Cg M DrTom Spriggs

[ = x Mrs. Liz Jorgensen 2001 Parsche 911

No Vehicle Selected - 1 Day Email

before sending

[ = x Ms. Rochelle Walmer 2009 Infiniti G37 Vehicle Selected - 5 Day Email

[ = x Ed Henry 2000 Toyota 4Runner Sold Customer - S Day Emal th e m .
B x Mr. Robert Volkenburg 2009 Viokswagen Touareq Vehicle Selected - S Day Email

B x Kathy Rice 2007 Suzuki Forenza 3 Year Lease - 1 Day Email Letters

'x Ms. Midge Wade 2009 Jeep Grand Cherokee Vehicle Selected - 5 Day Email

5=

= x Mr. Ken Waldron 2005 Acura 2.2CL

> (Follow
the instructions

under the E-

Vehicle Selected - 14 Day Emal

2007 Used Vehicle Vehicle Selected - S Day Email

= x Mr. Donald Tesla

g A TimEggleston Pontiac Firebird Sold Customer - S Day Emal
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mails, Letters, and Calls section above on the bottom of page 12 and the top of page 13
to access letters). You will reach a page with your salespeople listed with the letters that
need to be sent beneath each customer or prospect. You can print and view these
letters by clicking the icon to the left. Then

click PRINT LETTERS. After you have sent your letters you can click the button that
reads POST LETTERS AS SENT.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDA CONTACT SCHEDULES LOGOUT

REPRINT LETTERS OR POST LETTERS AS SENT
Name Step Name Yehicle (¥r Make Model) Dealer Phone
=| Sales Person: Bergeron, Nicole

&J Mark Fitz Sold Custorner - 1 Day Letter 2009 Scion xB (303) 165-4630

ﬂ Rusty Walhe Vehicle Selected - S Day Letter 2006 Nissan Sentra (606) 234-5678
=I Sales Person: Bergeron, Jake

AJ Shawn Spiegel Vehicle Selected - 1 Day Letter 2010 Lexus LX 570 (606) 123-4567
=| Sales Person: Bergeron, Nathan

éJ Matt Fields Sold Customner - 1 Day Letter 2007 Saturn Sky (303) 404-8404

ﬁ Gail Wood Vehicle Selected - S Day Letter 2009 Jeep Grand Cherokee SRT-2 (606) 234-5678

Call List

P (Follow the instructions under the Emails, Letters, and Calls section above on the
bottom of page 12 and top of page 13 to access the Call List). You will reach a page with

£ : lespeople
HEDAILY your sa
GAMEPLAN listed with the

SALES & FOLLOW-UP SYSTEMS. calls that need

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS CONTACT SCHEDULES LOGOUT

Clear/Reprint an Existing Call List to be m ad e
Name Address Phone Step Name Vehicle (Yr Make Model) Comments
\’é Peter Pete 900 SW. Screet Pl. (303) 151-6544 Prospect - 5 Day Cal () Mazda Cx-7 be I OW ea Ch
r AR
Paul Wilkinson 4838 Frontage Rd. SW (303) 784-6540 Prospect - S Day Call () Pontiac Grand Am
@ customer or
_@' Emily Donley 6075 Mally Pitcher Hwy. (303) 540-5454 Lease - 3 Day Call () Honda Civic
A prospect. You
«(y VeronicaReed 7844 Fake St. Rd, (303) 121-2121 Prospect - S Day Call (2009) Chrysler Aspen
;é Dennis Downes 602 Starr Ave. (303) 980-8456 Prospect - S Day Call {) GM a ISO h ave the
;d Molly Pinewood 4837 Ford St. (303) 654-6540 Praspect - 1 Day Call O Plymouth Colt 0 pt|0 n to p ri nt
;@ Henry Gary 59873 East Main St. (303) 561-6065 Lease - 3 Day Call () Subaru Forester . .
- out this call list
~(y' Emily Diehl 6118 Greenbrier Lh. (303) 785-4110 Lease - 3 Day Call () Kia Rio
;(E' Tim Tucker 87 W, Creek Rd. (303) 454-5465 Prospect - 1 Day Call () Ford Focus at the bOtto m Of
;(; Reed Reiker 465 Falls Hills Rd. SW (303) 840-4564 Prospect - S Day Call () Acura TL th e page .
\1(4 Mary Walker 647 Hanover Park Pl. (303) 870-4545 Prospect - 5 Day Call () Pontiac Montana
;(; Yorkey Reeder 3453 Garfield St. (303) 851-2144 Prospect - S Day Call () BMW 335
;(; Mark Brown 212 W, Lake Rd. (303) 789-0645 Prospect - S Day Call () Jeep Liberty
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How to Add a New Customer

b After you have successfully logged into your account scroll to the horizontal menu bar at

the top of the webpage to CUSTOMER DATA.

THEDAILY

GAMEPLAN

SALES & FOLLOW-UP SYSTEMS

HOME |CUSTOMER DATA | EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
CUSTOMER/PROSPECT » ADD CUSTOMER/PROSPECT
SEARCH 2l DELETE CUSTOMER/PROSPECT

|
Welc¢

» Under CUSTOMER DATA there will be two options located below. Scroll to the tab that

reads CUSTOMER/PROSPECT and click ADD CUSTOMER/PROSPECT.

HEDAILY
GAMEPLAN

SALES & FOLLOW-UP SYSTEMS

Select the salesperson for this

particular customer or prOSpeCt HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATE

and click GO.

Actions

Create Prospect [v|
Create Prospect [v]
Create Prospect v |

Name
Jake Bergeron
Mathan Bergeron

Nicole Bergeron

Fill in the appropriate THEDAILY

information in the fields on

the next page. The more
information gathered about CONTACT INFORMATION

this prospect the greater the

Title Ms. |v| Title el
advantage that salesperson REATaMeS  {fmand Fi=Ehapne.
Last Name Grant Last Name
has to effectively follow-up. Address
. 123 Alpha LN
DGP Online encourages = T
users to add information in Stete L B
ZipCode
the COMMENTS FOR BUYER Phone 1
Phone 2

PROFILE regarding personal

Email
information about the Amncaamal.eon

COMMENTS FOR BUYER PROFILE
Enjoys skiing at Breckenridge. Best time to reach her is during the weekends on her cell phone (Phone 1).

customer or prospect. For
example, remembering
family member names, or

anniversaries creates a more

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
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unique and personal experience for your customer. Although all fields are very
important to fill out, the only required information is the First Name, Last Name, and

Phone 1 highlighted in red.

This page will remain consistent even if the customer purchases additional vehicles from
your dealership. After all the required fields are completed click NEXT STEP.

This will take you to the DETAIL INFORMATION page which is directly related to the
vehicle your customer is potentially interested in purchasing. Fill in all appropriate fields.
Fill in appropriate fields under TRADE-IN INFO if your customer has a trade.

Fill in all additional information particularly the Initial Contact. The Call Back Date is

MANAGE ¥EHICLES

when you should set up a date
to reconnect with this prospect.
If you have an appointment set
up with this individual include
the date and time of this
meeting.

P Please also insert the
Referral Source from your
customer as appropriate. These
can be adjusted by each
particular dealership depending
on what advertising efforts are
utilized.

P Next select the steps
completed for the sale. There

Select appropriate contact program for this Prospect

~ ~

O ©. O 0 O 0u O Ocu O

:O

are three options: Demo, Write-
Up, and T.O. to manager (Turn
Over to Manager.)

P Finally, select the action

your customer or prospect took that day to ensure they receive the suitable contact
information from our letters, e-mails, and phone call follow ups.

How to Delete a Customer/Prospect

B Scroll to the
horizontal menu bar at

SEARCH | DELETE CUSTOMER/PROSPECT N\ | the top of the webpage
S - ... . - Nlmar {5 CUSTOMER DATA

and then to the CUSTOMER/PROSPECT button. Select DELETE CUSTOMER/PROSPECT.

CUSTOMER DATA | EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT €

‘ ADD CUSTOMER/PROSPECT

‘ CUSTOMER/PROSPECT 4
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P You have three different options to search for these customers and prospects that you
are choosing to delete. You can search by last name, click on the first letter in blue on
the bottom, or simply show all of your customer and prospects.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

Delete Customers/Prospects
© WHERE LASTNAME STARTS WITH: Gran
| FiLTER LIST | [ sHow aLL |
|AIBICIDIE|IFIGIHIIIIIKILIMINIOIPIQIR|SIT]
Prospect Na‘me V Vehicle lﬁfo
Ms. Amanda Grant 2004 Honda Element Delete

P Click DELETE next to your customer or prospect@name. You also have the opportunity
to view the vehicle(s) this individual was interested in or had purchased previously
before making a decision to delete this customer.

How to Search for a Customer/Prospect

> Go to CUSTOMER DATA
and then down to the SEARCH.

| CUSTOMER DATA | EMAIL/LETTERS/CALLS REPORTS DEALER UPD

CUSTOMER/PROSPECT > Dalate s tnme . .

‘ ' : = You can either click on
SEARCH ’ PROSPECTS .

L e e e e L CUSTOMER If you are

CUSTOMERS [

ERLIST | [ sHow ALl | interested in searching for a

previous customer or PROSPECT if you are trying to find information relating to a
potential customer.

P You then will have the opportunity to search these customers by Last Name, Phone
Number, Salesperson, or by Team. Select the appropriate action and click SEARCH or
SHOW ALL. Click on the particular name in the list that you would like to view.

P If you need to edit information click the EDIT button on the individual customer or
LINE aLISOGQa LISNE2YFf AYyF2NXYFGA2Y LI 3AS

Appointment Report

EMAIL/LETTERS/CALLS | REPORTS Go to E-MAIL/LETTERS/CALLS and scroll down to
c EMAIL QUEUE APPOINTMENTS. (Or access appointments for the next
" EALLLISE .~"three days by clicking on the APPOINTMENTS button

PRINT LETTERS
APPOINTMENTS

shown on the home page as shown on the bottom of page
13.) Here you can see when appointments were made and
by which salesperson. You can also search these records by

2N

date, by sales person, by all vehicles, used, or new.
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Weekly Appointment Report - All Vehicles
Salesperson: ALL
From: 6/1/2009 To: 6/25/2009

Prospect Name Vehicle Interest Phone Appuig::;wnt Appc;iiméne"t Comments
=l SalesPerson: Bergeron, Jake
Ken Gabotero 2007 Chrysler 300 (606)269-3682  06/06/2009 12
(606)123-4567
2005 Toyota
Scott Bergeron 06/08/2009 6prm
e 4Runner (606)456-7590
Tony Casolari g?g%ggg‘gg:ﬁ;s (606)123-4567  06/09/2009 12 pm
Scott Bergeron gggitcthee"m"?t (606)123-4567  06/12/2009 9 pm
Deborah Zerbe (606)123-4567
2009 Ford F-150 06/13/2009 11:00am wants white truck for business
Todd Herd (606)456-7890
(606)123-4567
Alvin Zavala gggg Lexus ES 06/15/2009 4:30pm wants NEW red FAST sports car
(606)456-7890
Managing Reports
'REPORTS | DEALER UPDATES CONT,
B Your Prospect Report, Customer Report, PROSPECT REPORT
Statistics Report, and Birthday Report all can ‘ CUSTOMER REPORT

be found under the REPORTS on the
horizontal menu on top of the page.

STATISTICS REPORT
BIRTHDAY REPORT

Prospect Reports

h GO to REPORTS and Scro“ down HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT
to PROSPECT REPORT. (As prospect Report

SELECT DATE RANGE: 8/1/2009

shown in the Managing Reports /18,2008
O ALL SALESPERSON
Diagram Above)_ O SALESPERSON:
OTeam
P You can search these records by @i

MAKE

date, by all salespeople, by

moDEL | Select [v]
salesperson, used vehicles, new

® souRCE
vehicles, source, as well as nave | Craigs List [v]
search by a particular vehicle

® ALL VEHICLES
O NEW VEHICLES ONLY

make and mOdel. CIle SHOW O USED VEHICLES ONLY
REPORT.
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Prospect Report - All Vehicles

Sales Person: All

From: 6/1/2009 To: 6/26/2009

Customer Reports

Initial
Contact Date

06/02/2009

06/06/2009

06/06/2009

Prospect Name

=l SalesPerson: Bergeron, Jake

Vehicle Interest

Matthew Tressler 2006 Used Vehicle

Alvin Zavala

Bob Tucker

Bill Zimmerman

2009 Lexus ES 250

2008 Mercedes-Benz
560-Class

Phone

(606)123-4567
(606)456-7890
(606)123-4567
(606)456-7890
(606)123-4567
(606)456-7890
(606)123-4567

Email

dailygameplan@grnail.com

Comments

# Here you will

needs payment less than
$300

see all potential

dalygameplan@gmall.com wants NEW r;c: FAST sports cu StO mers SO rte d by

long haul truck

dailygameplan@gmail.com = driver.............. now wants a Sa I es pe rson.

nice ride

looking for small car with

» Go to REPORTS and scroll down to CUSTOMER REPORT. (As shown in the Managing
Reports Diagram above on page 19).

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

SELECT DATE RANGE: §/1/2009
8/18/2009

O ALL SALESPERSON

® saLEsPERSON: | Nathan Bergeron

O TEAM:

O vEHICLE
MAKE
MODEL

O source
NAME

® ALL VEHICLES
O NEW VEHICLES ONLY
O USED VEHICLES ONLY

SHOW REPORT

Customer Report

|

P You can also search these
records by date, all salespeople,
individual salesperson, team, all
vehicles, new vehicles, used vehicles,
source as well as searching by a
particular vehicle make and model.
Click SHOW REPORT after you have
selected your specifications.
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Customer Report - All Vehicles
Sales Person: All
From: 6/1/2009 To: 6/26/2009

Customer

Sale date Narg

=l SalesPerson: Bergeron, Jake

Deborah Zerbe
06/09/2009
Todd Herd

06/09/2009  Yeoman Weed Merkur ¥R4T1

Phone

(606)123-4567

(606)456-7890
(303)455-6454

06/09/2009  Yorkey Reeder BMW 335

(303)851-2144

Email Full/ Split Comments
4 . wants white truck
ygameplan@amail. ;
dailvgameplan@arnail.com Full I it

dailygareplan@grnail.com Full

dailygareplan@grmail.com Full

really into old classic
cars

» Here you will see all of
your customers sorted by
salesperson.

Statistics Reports

# Go to REPORTS then to

STATISTICS REPORT. (As show above in the Managing Reports Diagram on page 19.)

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

SELECT DATE RANGE: 3/1/2009
8/18/2009

O ALL SALESPERON:
O SALESPERSOM:

@ TEAM: | Scott's Team A | v

® ALL VEHICLES
O NEW VEHICLES ONLY
O USED VEHICLES ONLY

SHOW REPORT

Statistics Report

Statistics Report - All Vehicles

Sales Person: All

From: 6/1/2009 To: 6/26/2009

Source Name Total Count Percentage
Total AutoTrader 2 6%
Total Internet 11 33%
Total Newspapers 3 9%
Total Repeat [ Referral 4 12%
Total Service Dept. 4 12%
Total Walk In 9 27%
Step Name Total Count
UPs 24
Demo 33
Write Up 33
T.0. to manager 32
Sales 24
Print Report Back

P You can also search
these records by date, all
salespeople, salesperson,
team, all vehicles, used
vehicles, and new vehicles.
Simply click SHOW REPORT
after you selected your
specifications.

# Here you will see your
marketing report and dealership
statistics. The top chart shows the
advertising sources that are
yielding the highest customers for
your advertising dollars. The
bottom chart shows the total count
for your UPs, Demos, Write Ups,
T.0. to Manager, and Sales.
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Birthday Report

P Go to REPORTS and scroll down to BIRTHDAY REPORT. (As shown in the Managing
Reports Diagram on Page [11]).

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT

Birthday Report
SELECT DATE RANGE: §/8/2009

9/17/2009

® ALL SALESPERSON
O SALESPERSON:

SHOW REPORT

P You canlalso search these birthdays by date range, salesperson, or all salespeople. Click
SHOW REPORT after you have selected your specifications.

IL’EDA”.Y I'-' Here
GAMEPM” you will see

5 SALES & FOLLOW-UP SYSTEMS a b|rthday
HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTACT SCHEDULES LOGOUT re pO rt Of a "
Birthday Report customers
SELECT DATE RANGE: 6/16/2009 d
7/26/2009 an
® ALL SALESPERSON prospects.
O SALESPERSON: .
The Daily
SHOW REPORT I
Customer Name  Birthdate | Yehicle Interest | Address Phone Email Comments G ame p an
Bill Thoman 07/21/1962 2009 Lexus ES 250 égEesgiL;;thgﬁe;;jssmer (606)234-5678  dailyaameplan@amail.com gt“r?;‘;ersay gift to each suggests that
Troy Larson 07/21/1962 2010 Yolvo XC90 gﬁggglan;‘i%g; Fake City (303)123-4567 dailygameplan@gmail.com  Troy Larson Comment Box €a Ch
Michael . 4 : Michael McDonald's sa Iesperson
McDanald 07§21{1962 Ford Focus 123 Main Golden CO,80401  {303)123-4567 dailygameplan@gmail.com ot Bo Sets y p 3
Peter Pete 07/21/1962 Toyota Tacoma g?\ogqvgigcreet Pl. FakeCity dailygameplan@gmail.com . .
’ specific time

each week to send an e-mail, birthday card, or personal phone call for these prospects
and customers.

Dealer Updates

MANAGE > Here is where the dealership can update the system with
| EXPORT LIST TO EXCEL ’ all recent updates that will appear on the home page
[
o REALERSPIE SERIINGS * | including Unsold Prospects. To reach Dealer Updates go to

ARG IRET ,w,v’l, | the DEALER UPDATES title on the top horizontal menu.
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A Manager or InfoManager/ KI' y3Ay 3 | ! aSNRa tl dag2NR

» To change a dz& SpisEh@rd go to the Change Password link and fill out the required
fields and SAVE when finished.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTALT SCHEDULES LOGOUT

Name Actions

Jake Bergeron Create Prospect (v | Edit Change Password Retrieve Password

MNathan Bergeron Create Prospect }vv'i Edit Change Password Retrieve Password

Micole Bergeron Create Prospect (v ] Edit Change Password Retrieve Password

A ManagerorInfoManagerw SUNRAR SPAY 3 | | AaSNRa tl aag2z2NR

P To retrieve passwords click the link Retrieve Password. Type in the username and
then Retrieve. Your password will appear in the Password field.

Adding Attachments to Emails

B+ If you have created any PDF formatted files here is where you can manage them
especially for online

5 [DEALER UPDATES | CONTACT SCHEDULES LOGOUT newsletters, promotions,

] MAANAGE ! MEERS E or images of vehicles. Go
' EXPORT LIST TO EXCEL 4 GOALS ;Ec to DEALER UPDATES then
MAILING LIST > SECURITY Ay P |

Ec for EMAIL.

EaTa) an ~a

» To upload click the Add PDF link at the top of the page.

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES CONTAC

PDF Name Date Uploaded Actions
DGP inside cover.pdf 6/25/2009 View Delete

Add PDF

P Click FIND PDF to search for your desired PDF from your files. Once you have found
your PDF check the box to the left of the item and click upload. You can upload more
than one PDF at a time by clicking ADD and repeating the same steps. Now when you
send out e-mails you have the option to add an attachment which can be found at
the bottom of the emailing page.
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How a Salesperson can Change their own Password

P Go to DEALER DEALER UPDATES | CONTACT SCHEDULES LOGOUT
UPDATES then | e [ s
l EXPORTLISTTOEXCEL | GOALS
MANAGE then l DEALERSHIP SETTINGS » PDFs for EMAIL ‘
SECURITY. l,wu MAILTNG HISD k| SECURITY | CHANGE PASSW(QRD |

a1 o EEELh|

Export Prospect and Customer Lists to Excel

> This feature is useful if your
5 CONTACT SCHEDULES LOGOUT dealership likes to collaborate with Excel or you
| MANAGE > | - are a user that has signed up without the
‘ EXPORT LIST TO EXCEL 4 PROSPECT .
~ peatersapsernes > customer v dealership. Go to DEALER UPDATES then
‘e AN
L temeusT ] EXPORT LISTS TO EXCEL then choose PROSPECT
or CUSTOMER.
P Select the salesperson in which you would like to export either customers or
prospects to excel and click SEARCH. The click EXPORT TO XLS and click SAVE. Save
the file
EXPORT PROSPECTS .
SELECT SALESPERSON: | Jake Bergeron [v| location most
[ sEARCH | [ ExPORT TOXLS | appropriate.
Prospect Name Yehicle Interest Phone Number Email Contact Date
Mr, Scott Bergeron 2002 Chevrolet Corvette (606) 123-4567 6/10/2009
Mr, Scott Bergeron 2005 Toyota 4Runner (606) 123-4567 scott@dailygameplan.com 5/29/2009
Parker Carter Mercedes-Benz S-Class (303) 844-9957 dailygameplan@gmail .com 5/12/2009
Dennis Downes 2009 Hyundai Elantra (303) 980-8456 dailygameplan@gmail .com 5/5/2009
Mr, Mauricio Faivre 2009 Dodge Challenger (915) 857-5101 faivre@aol.com 5/11/2009
Mike Frve 2nN9 Snznki Swift (3N3) 54N-5A45 dailvnamenlan@nmail.cam 4/6/2NN9
Manage Dealership Advertising Sources
5 [DEALER UPDATES | CONTACT SCHEDULES LOGOUT > Go to DEALER UPDATES then
MANAGE 4
DEALERSHIP SETTINGS and then SOURCES.
EXPORT LIST TO EXCEL 4
DEALERSHIP SETTINGS 4 VEHICLE MAKES
MAILING LIST 4 SOURCES [\
SALESSTATS ¥
TEAMS

HOME CUSTOMER DATA EMAIL/LETTERS/CALLS REPORTS DEALER UPDATES COMNTACT SCHEDULES LOGOUT

Add New Source ..
Sources AcFinns Th |S W| I I h eI p
AutoTrader Edit Delete
Internet Edit Delete you to
MNewspapers Edit Delete
Repeat [ Referral Edit Delete un d e rSta n d
Service Dept, Edit Delete
Walk In Edit Delete What has been
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most effective for your advertising expenses. If you click Edit you can edit any of the
sources you currently have. You can click Delete if you have removed an advertising
source. You can also add a new advertising source by clicking Add New Source at the
top of the page and filling in the required fields. You can also make these sources
active or inactive by checking or unselecting the Active button.

Contact Support

If you are experiencing problems with Daily Gameplan Online or would like to make any

suggestions for the program, please contact:

Phone
Mon-Fri 8:00am- 6:00pm MST
Phone: 1888-330-6006
Fax: 303972-3494

Mail & Physical Address
Daily Gameplan, Inc.
231 Violet St. #100
Golden, CO 80401
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